This paper contains data from statistical studies of foreign agencies on the use of social networks in promoting companies of the B2B segment (Business to business) and their effectiveness. The emphasis was placed on the social network Instagram, as it is one of the fastest-growing platforms for marketing and it has fundamental differences from other social networks. As the main methods for conducting the study, non-participant observation, monitoring of articles and results of marketing research, a comparative analysis of Instagram accounts of B2B companies and quantitative content analysis were used. It is assumed that the chosen methodology most adequately reflects the real specifics of the promotion process in the segment selected for the study. In the process of studying articles of promotion specialists on social networks, the goals of promoting B2B companies, their target audience, the main types of content and other features of maintaining an account for using the Instagram platform as an effective marketing tool were identified and described. As a result of the analysis of statistical data obtained within the framework of various large studies and successful cases on the natural promotion of Instagram accounts of world B2B companies, conclusions were drawn about the effectiveness of using the social network Instagram for the B2B segment.
The application is one of the most popular social networks in the world and a very fast growing platform for business development. According to analysts, in 2019, about 25% of all Facebook advertising revenue will be earned on Instagram. By 2020, Instagram's share in total revenue will grow to 30%. [3] Following the fashion, at the time of the growing popularity and development of social networks, larger companies working in the B2B sphere ("business to business") also stepped into them, but the result was not so 
Results and discussions
Before starting the analysis of content, it is worth noting that SMM promotion for companies in the B2B sphere has different goals from those that are highlighted in promoting B2C companies. -87% of respondents believe that their business receives more attention from social networks.
-78% of marketing experts who use social networks for two or more years say about an increase in traffic to their websites, and 83% who use social networks for more than 5 years "fully agree" or "agree" with this. But we must remember that we must be able to use even the most powerful "weapons" correctly. Incorrect goal setting, incorrect selection of tools and determining sites in the development of the SMM strategy leads to that the account becomes either a summary of news about the company's activities or a "personal" blog that tells about the company to its employees and close partners. By trial and error, it is necessary to identify which type of content is more suitable for the company and demonstrate its specialization, and refuse to use inefficient sites, redirecting the flow to more successful channels.
